‘Home On The Range...’ 

This six-inch well, being drilled 
by F. J. Buckley of Harlowton, 
Montana, will soon be supplying 
water for a residence located 
near Shawmut. The rig is a 
Bucyrus-Erie 22-W. 














reminder: 
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Year after year, 





the Deming Figure 
1062 “OIL-RITE” 
retains its popu- 
larity with many 
experienced well 
drillers who al- 
ways recommend 
it as the most de- . 
pendable pumping 
unit for heavy duty, 
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deep well service. 






Every detail of construction of the Deming Figure 1062 “OIL-RITE” 
is designed to protect the owner's investment and thereby protect 
the reputation of the well driller who recommends it. 





For complete information about this “well drillers’ favorite”, write: 


THE DEMING COMPANY 


179 BROADWAY SALEM, OHIO 


bs THE COMPLETE LINE a 
PUMPS AND WATER SYSTEMS 



























The Driller 





It's so much easier to give your well 
prospects the answer you both like best 
when your drilling equipment is Bucyrus- 
Erie! With a Bucyrus-Erie you can drill 
more wells every year because it has a 
drilling action that can't be beat for 
footage in all types of formations. You 
can serve a bigger territory because a 
Bucyrus-Erie — with truck, semi-trailer or 
full trailer mounting — shrinks the dis- 
tance between jobs as you transport it 
at normal highway speeds. You can plan 
your jobs because you know that your 
Bucyrus-Erie, with its all steel toughness 
and simple construction, requires little 
maintenance attention, cuts ‘‘down"' time 
to its lowest. 

We'll be glad to give you full details 
on the Bucyrus-Erie 21-W, 22-W, and 
24-L water well drills! Bucyrus-Erie Co., 
South Milwaukee, Wisconsin. 





Residential wells Industrial wells 





Stock wells Municipal wells 


Farm wells Irrigation wells 














Layne drilling companies have 





















drilled all over the globe, but 
their job for the City of Casa- P 
blanca in North Africa proved i 
sid most notable—not in producing ( 
water, but in saving American C 
lives! : 
s 
s 
( 
f 
I 
] 
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@ This 98-foot muni- 
cipal well produces : 
eight million gallons t 
per day for Janesville, C 
Wis. The well was , 
drilled and equipped | 






with a 24-inch screen 
by Layne - Northwest : 
Co. of Milwaukee. : Sha Me Es 
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ing organization in the world” 

is the phrase often mentioned when TO “RR e Wy fi LA 
speaking of the various Layne affil- a tere 
iated water-well drilling companies 
that are scattered across the surface 
of the earth. 

This immense organization, which 
is the result of two men’s ingenuity, 
rivals the growth of many more 
widely-known industrial concerns 
whose mass production techniques 
have been the United States’ distinct 
contribution to the industrial world 3 
in the last hundred years. J 

Some sixty-six years ago, M. E. 
Layne, who had a small water-well / 
drilling business in South Dakota, : 
left the wheat-growing plains and / 
headed for the rice fields of Arkansas 
where water wells were at a premium 
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© A typical Layne job is this munici- § 
pal well being started for the water de- 
partment of Green Bay, Wis. The hole 
was started at a diameter of 24 inches / | 
and was put down by Layne-Northwest. 
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because of the large water produc- 
tion needed by the rice growers. 
Some 120 million gallons per hour 
of water are now being pumped dur- 
ing irrigation season in the vicinity 
of Stuttgart, Arkansas, alone. At 
one time underground water levels 
were fairly close to the surface in the 
section around Stuttgart, but sub- 
sequent pumping lowered these lev- 
els. The suction pump was the 
first casualty as the levels dropped. 
In a short time, the top capacity 
limit of the horizontal centrifugal 
pump was also reached. 

It was about this time that Layne, 
who was a practical engineer, began 
tinkering with a small model pump 
of his own design. After a few fail- 
ures, he developed what is now 
known as the vertical turbine pump. 
A good friend of Layne’s, P. T. 


IVE BIRTH 
LAYNE FIRMS 





Bowler, foresaw great possibilities 
for the pump and teamed with 
Layne to form the Layne-Bowler 
Company for the purpose of manu- 
facturing well equipment. The com- 
pany was a success from the begin- 
ning, and Layne continued his ex- 
periments. He designed screens, well 
tools, and other equipment which 
was added to the firm’s merchandise. 

The biggest expansion of the 
Layne organization took place in the 
early 1920’s under the direction of 
Lloyd Layne who replaced his father 
at the helm of the business. Under 
Lloyd’s leadership, the present setup 
of a far-flung drilling empire 
evolved. Stock in Layne-Bowler is 
now owned by the numerous Layne 
affiliates that are spread across the 
continent. Heading the company is 
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a board of directors which is com- 
posed of key men from the various 
territories. These men meet once a 
year, although they are subject to 
call should an extremely important 
situation arise. 

The executive committee, which is 
composed of the board chairman and 
four board members, meets every 
three or four months to keep its fin- 
gers on the “business pulse.” 

Unique and practical is the re- 
search department of the organiza- 
tion located at the large Memphis, 
Tennessee, plant. Here a trained 
body of men constantly work on va- 
rious problems of the trade. They in- 


e@ This Bucyrus-Erie 36-L of Layne-Atlantic 
Co. is shown putting down a well for a growers’ 
cooperative located 12 miles north of Orlando, 
Fila. The hole was down 473 feet when the 
picture was snapped. 








vestigate corrosion causes, make elec- 
trolysis studies, and work on other 
general problems peculiar to the 
industry. The department findings 
are issued as reports, and these are 
sent to the offices of each affiliate. 
Layne-Bowler does no water-well 
contracting itself — all well work is 
performed by the associated com- 
panies. The total number of rigs, 
wells drilled, and men employed by 
the organization is kept confidential 
by the company, but their gross 
business runs into the millions. 
Though each Layne well drilling 
unit usually remains in its own ter- 
ritory, it is not uncommon for one 
Layne outfit to lend some of its rigs 
and manpower to another Layne 





®@ Drillers for Layne-Northwest keep the hole 
going down to provide a well for a malt com- 
pany in Milwaukee, Wis. The rig is a Bucy- 
rus-Erie 28-L. 


I 


company when this “lend-lease” ar- 
rangement is necessitated. 

The Laynes steer shy of small 
work and concentrate on industrial, 
municipal, and institutional jobs. 
They admit that their “ace in the 
hole” is their patented gravel-packed 
well. One special method was de- 
veloped on the East Coast where 
there are many fine sand formations. 
This, plus other company techniques 
used to install the wells, has been 
responsible for the rapid expansion 
of the company. Their thorough 
servicing methods have also been re- 
sponsible for their solid reputation. 
Standard drilling procedures are 
carried out by most of the Laynes. 
Bits are sharpened right on the job, 
with color being used to determine 
steel heat. Water is used in the 
quenching tanks. 

Put Down ‘’Whopper”’ 

To recite all the oytstanding wells 
installed by the Laynes would take a 
good deal of time and perhaps prove 
monotonous. But some of the fol- 
lowing examples will give you an 
idea of the kind of work that the 
boys do. 

Layne-Northwest of Milwaukee, 
Wisconsin, recently put down one of 
the biggest wells in the area for the 
city of Wauwatosa. This well was 
started at 26 inches in diameter and 
finished at 19 inches, some 1,700 feet 
below the surface. The big hole was 
lined with 660 feet of 16-inch casing. 
Another “whopper” put down for a 
Wisconsin municipality by the com- 
pany was a 98-footer that produces 
8 million gallons of water per dav. 
A 24-inch screen was installed in this 
well. 

Take a gander at the figures for a 
well Layne-Texas put down for the 
San Antonio Public Service Com- 
pany in 1941. This 1,052-foot well 
was artesian and produced 25 mil- 

(Continued on page 14) 


The Driller 


























































December, 


1947 


Largest 
Hand-Dug 
Well 


Greensburg, Kansas, claims to 
have the world’s largest hand-dug 
well, measuring 32 feet in diameter 
and 109 feet in depth. It was built 
under franchise granted the Greens- 


burg Water Supply and Hydraulic 
Power Company at a cost of $75,000 
for the purpose of supplying water 
for the Santa Fe Railroad serving the 
area at that time. Started in 1887, 
the well was finished in 1888. 








Your Credit Finaneing 


Can Prove Troublesome 


By B. L. Gough 


made by the Ninth District 

ral Reserve Bank disclosed that 

in its midwestern section, credit sell- 

ing was becoming an increasingly im- 

portant part of the total. On the basis 

of a representative sample survey, the 

Bank disclosed that roughly fifty per- 

cent of the district’s sales were made 
to credit customers. 

Similar surveys made by the Fed- 
eral Reserve Banks located in other 
sections have disclosed facts leading 
to the same conclusion: credit selling 
—which experienced a sharp slump 
during the war years when govern- 
ment regulations and_higher-than- 
ever incomes lead customers to pay 
cash—is undergoing just as sharp a 
rise. 


RECENT authoritative survey 
A 


What does this mean to the drill- 
ing contractor? It faces him with the 
quandry of how to sell profitably on 
credit without bankrupting what is 
often a small working capital. 

But the problem of profitable 
credit selling has proved the undoing 
of many otherwise well-run busi- 
nesses. The drilling contractor go- 
ing into credit selling faces many 
problems: Shall I use my own capital 
—saving bank interest, but risking 
bankruptcy? If I do, what is the best 
procedure? Where may I find com- 
mercial capital and know-how to 
back me up if I decide to “farm out” 
the credit problems? 


These are sometimes old questions. 
Today, the driller faces a new one: 
With the trend pointing to longer 
terms and lower down payments, 
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should I revise my previous credit 
policies? 

Is there an answer that will fit each 
business? One can be devised. For 
credit selling can be profitable—pro- 
vided it is handled rightly. 

Credit selling offers an opportun- 
ity to expand the volume consider- 
ably. But credit also offers troubles 
—collections must be made, the 
working capital must be expanded 
or a farming-out operation arranged 
with a bank or commercial credit 
house. 

The troubles can be made negligi- 
ble, and the profitable possibilities 
can be made to come true in all their 
long green splendor, by intelligent 
planning. For the facilities open to 
the drilling contractors are wide ones. 
The boss has merely to pick the 
method or methods of handling his 
credit volume that best suit his busi- 
ness. 

Two Methods Named 


Principally, there are two ways in 
which credit selling can be handled. 
These are financing from the com- 
pany’s working capital, and financ- 
ing through banks and commercial 
sales finance firms. There are many 
twists that can be given each method. 
They can even be combined effective- 
ly by the driller who wishes to keep 
as much of his business as close to 
home as he can by financing what he 
is able to finance, and farming out 
the remainder. 

What are the main ways in which 
each can be worked? What are their 
advantages and disadvantages? A 
good understanding of the possibil- 
ities is step one for the driller who 
wishes to tailor a credit plan to the 
particular angles of his own com- 
pany and the peculiarities of his cus- 
tomers. 

Only the larger operator, who has 
considerable working capital, can af- 
ford to finance all of his credit sales 
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himself. An attempt to do so by the 
firm whose capital is not large often 
leads to disaster. In the past, it has 
been the one-way road to bankruptcy 
court for many. 

As an illustration of how credit fi- 
nancing can deplete a small working 
capital, consider the case of one 
Southern driller who went rashly 
and blindly into credit selling—and 
wound up with the lawyers in less 
than a year. A few minutes or hours 
of planning for credit profits might 
have shown him the disaster toward 
which he was heading in financing 
too much credit with too little capi- 
tal. 

High Credit Sales 


His credit sales for well equipment 
were so high that roughly $1000 per 
month became tied up. This was 
sold on a very low down payment. 
The wholesaler from whom. this 
driller purchased, however, expected 
to be paid in the usual thirty days. 
Counting on the payments which be- 
gan to roll shortly, he tied up more 
than $6000 in accounts receivable in 
less than a year. Beginning with a 
working capital not much in excess 
of this figure, he soon found failure 
staring him in the face. 

Fortunately, there is a bright end- 
ing to the story. The attorney to 
whom he brought his troubles was an 
experienced bankruptcy lawyer. De- 
ciding that the business might yet be 
saved from the wolves, this attorney 
took his client to a bank and laid the 
cards on the table, pointing out that, 
although the driller’s financial stand- 
ing was shaky, most of his accounts 
receivable were sound. Would the 
bank extend a loan? The bank did. 
Today, this drilling contractor does 
a profitable—and very large—credit 
business. Half of the sales the driller 
finances himself. The remainder are 
financed through a bank. 


If there is a moral to the story, it 
(Continued on page 16) 
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1947 Water Report 
Issued By Survey 
Appears Favorable 


*ROUND-WATER conditions 

B during the 1947 water year, as 
reported by the annual bulletin  is- 
sued by the U. S. Geology Survey, 
were generally favorable throughout 
the United States except in parts of 
New England, in west Texas, New 
Mexico, Arizona, and Southern Cali- 
fornia. 

Throughout the Rocky Mountain, 
north and south central, and south- 
eastern states, water levels in shallow 
wells not affected by pumping were 
normal to above normal during most 
of the year. In the Pacific states 
water levels were normal to below 
normal. 


From Virginia northward 





through New England, water levels 
were normal to below normal and 
were generally lower at the end than 
at the beginning of the water year. 
Record year-end lows were estab- 
lished in New Hampshire and Massa- 
chusetts. 

Heavy pumping for irrigation in 
west Texas, New Mexico, Arizona, 
and Southern California continued 
in 1947, and recharge was deficient, 
resulting in continued declines of 
water levels. In most of this region 
water levels in wells were the lowest 
on record. 


Levels Rise 


In the northern part of the south- 
ern peninsula of Michigan water 
levels during the first half of the 
year were at or near the low of rec- 
ord, but were considerably above 
normal during the remainder of the 
year owing to a large amount of re- 
charge occurring in March. 

Tropical storms in Florida in Sep- 
tember resulted in the highest water 
levels on record in certain dry wells 
and the highest levels for September 
in a number of other wells. At the 
end of the water year the ground- 
water reservoir was filled to over- 
flowing and in many places the water 
level was above the land surface. 
Water System Book 

Now Available 

4 NEW catalog containing the 
me latest information and pictures 
of Griffin Wellpoint Systems for de- 
watering, emergency, and permanent 
water supply systems has been is- 
sued by the Griffin Wellpoint Corpor- 
ation, 881 East 141st St., New York 
54, N. Y. Included in the manual, 
which may be had by writing to the 
company, are six pages of data on 
jetting pumps with on-the-job illus- 
trations. 
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We believe Jacuzzi has the finest 
bunch of Pump Dealers in America 
and we back them up accordingly. 
Write today for Jacuzzi catalog illus- 
trating Jacuzzi’s complete line for 
deep and shallow wells. 


JACUZZI BROS., INC. 


Originators of Injector Type Pumps 


RICHMOND « CALIFORNIA 
PLANT ALSO AT ST. LOUIS, MO. 
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BUT WATER 





Injector Pumps, originated by Jacuzzi, have 
revolutionized water pumping. And Jacuzzi 
Injector Pumps today, embodying many exclu- 
sive patented features, are still way out in front 
in efficiency, economy, dependability. With 
only one moving part and no moving parts in the 
well, service and upkeep are negligible. Pump 
requires no lubrication hence no contaminating 
water. Whenever you recommend Jacuzzi for 
‘Automatic Water” you can be sure of an en- 
thusiastic satisfied customer. 


17'S EASY T0 SELL “ 






PUMPS & WATER 
SYSTEMS 


AND THEY KEEP YOU SOLD 














NEWS OF THE MONTH 











New Association 
Formed In Kansas 


VENTY Kansas drillers met 
with a number of geologists and 
manufacturers’ representatives in the 
Mineral Resources Building of the 
University of Kansas, Lawrence, to 
form the Kansas Water-Well Drillers 
Association on October 18. (Those 
attending are pictured above.) 
Elected to offices were: E. J. Jung- 
man, ‘Topeka, President; Walter 
Hendee, Sr., Muncie, Vice-president, 
and L. B. Soldan, Salena, Secretary- 
Treasurer. J. G. Lassey, Miltonvale, 
and Lon Dietrick, Ottawa, were ap- 
pointed directors. These officers will 
meet and draw up a constitution and 
by-laws te be presented for adoption 
at the next drillers’ meeting. Since 
no drillers from the far western part 
of the state came to the first meeting, 





— 
plans are being worked out for a 


regional meeting in western Kansas, 
and for the appointing of directors 


@ Selected to head the newly-formed Kansas 
Water-Well Drillers’ Association were: (Left to 
right) W. L. Hendee, Sr., Muncie, Vice-presi- 
dent; E. J. Jungman, Topeka, President, and 


L. B. Soldan, Salina, Secretary-treasurer. 
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from this area to the executive coun- 
cil. 

At the meeting, E. J. Jungman, 
acting chairman, explained the bene- 
fits that would accrue from such an 
association. Other speakers were: 
W. M. Bollenbach, E. E. Johnson 
Co.; R. A. Foster, President of the 
Missouri Water Well Drillers Asso- 
ciation; V. C. Fishel, Kansas Geolo- 
gical Survey, and Dr. J. C. Frye, Ex- 
ecutive Director of the Kansas Geo- 
logical Survey. 


Badger Drillers 
Set Meet Date 


NNOUNCEMENT has _sbeen 
4% made by Executive Secretary 
Clarence W. Neir that the Wisconsin 
Well Drillers, Inc., will hold their 
annual convention on February 7, 8, 
and 9, 1948, in Milwaukee at the 
Wisconsin Hotel. Because of the 
increased interest among the drillers 
of the state and a larger association 
membership, officials are predicting 
a record registration. 


Colorado Group 
Convenes In Dee. 


HE annual meeting of the Colo- 
rado Water Well Drillers’ Asso- 
ciation will take place December 5 
and 6 in the Albany Hotel, Denver, 
according to W. E. Code, secretary. 
Final details for the convention pro- 
gram were being worked out at the 
time plans were sent to THE DRILLER. 
Scheduled to be discussed on the 
business docket were the issues in- 
volving the formation of a well con- 
struction code and legislation on san- 
itary domestic well construction. Mr. 
Code states that efforts of the asso- 
ciation to have an amendment at- 
tached to a health bill failed last Jan- 
uary, but it is expected that the 
group will make another attempt. 
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N. Y¥Y. Convention 
To Be Next Month 


HE annual meeting and election 

of officers of the Empire State 
Water Well Driller’s Association will 
be held at Hotel Syracuse, New York, 
January 14, 1948, at 2 p. m., accord- 
ing to Neil A. Crandall, secretary. 
Mr. Crandall urges those planning to 
attend the gathering to make their 
hotel reservations one month in ad- 
vance. 

At the association’s last quarterly 
meeting, held Oct. 15 in Elmira, 
N. Y., discussion centered around 
proposed legislation for the licensing 
of New York well drillers. Assembly- 
man Wheeler Milmoe of Canastota, 
N. Y., and Ronald B. Peterson of 
the New York State Department of 
Commerce addressed the meeting on 
the subject. 

Also on hand to give their views 





Complete Coverage 
for Water Wells 


2 to 40 inches diameter 
3 to 10,000 gallons per minute 
1/4 to 600 H. P. 


@ 
Our 5 Sales Divisions are: 


Vertical Turbine Pumps 
Well Strainers 

Water Supply Systems 
Water Well Supplies 
Octagon Wood Pump Rod 


A. D. Cook, Inc. 


Lawrenceburg, Indiana 
Write for Sales Literature Interested In. 




















regarding the legislation were John 
L. Broughton, acting state geologist, 
and E. S. Asseltine of the U. S. Geo- 
logical Survey. The workings of the 
recent New Jersey law for licensing 
drillers was outlined and explained 
by R. D. Starr, a representative of 
Bucyrus-Erie Co. The solving of well 
problems through the issuance of 
permits in the Long Island region 
was described by Bert Habenicht of 
Hicksville, Long Island. 

The membership of the associa- 
tion was increased by 15 new mem- 
bers at this meeting, bringing the 
group’s total membership to approx- 
imately 85 members. 


W. Va. Organizes 
EWS of the formation of a West 
Virginia Drillers Association 
was received by F. A. Hammack, sec- 
retary, Tri-State Well Drillers’ As- 
sociation. His informant, Harry 





Straight Wells 


and 
Straight Records 
zo 
Hand in Hand to Bring 


You 


A MERRY CHRISTMAS 


and 


A HAPPY PROSPEROUS 
NEW YEAR 


Driller Reeords 
Belle Meade 


New Jersey 














Dague, Warwood, temporary secre- 
tary, told of the scheduled meeting 
of the drillers to take place Oct. 25, 
1947, in the Circuit Room of the 
City County Building, Wheeling, W. 
Va. 


Monthly Report 
Shows Shortage 


JY ATER shortages in the South- 
west still remained seriously 
acute according to the monthly water 
report issued for September by the 
U. S. Geological Survey. Water levels 
for September in irrigated areas de- 
pending on ground water in New 
Mexico reached an all-time low for 
the period of record, except in the 
Roswell Basin where levels were 
about the same as previous low water 
levels for the month. 

In California, the ground-water 
levels in the recharge areas of Santa 
Barbara County continued to de- 
cline, but the artesian aquifers rose 
slightly with the decrease in demand 
for irrigation. Deficient rainfall in 
the South Central States failed to re- 
charge ground-water reservoirs. 


Kiice Fields... 
(Continued from page 6) 

lion gallons per day, which is re- 
puted to be the largest capacity flow- 
ing well in the world. The hole, 
started at 28 inches and finished at 
22 inches, was cased to 938 feet with 
24-inch casing. Another big job that 
the Texans completed was the water 
supply for Houston, Texas. The 40 
odd wells that Layne put down for 
the city enable Houston to sport 
the title of being the largest city in 
the United States to use well water 
exclusively in its public mains. 

If you live in New York or in the 
suburbs, part of the water you're 
using comes from wells put down by 
the Layne-New York Company. 

The boundaries of the Layne ter- 
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ritory are not confined to the United 
States by any means. They have 
branches in London, Buenos Aires, 
Paris, and Indo-China. Before these 
‘branches were in existence, however, 
a group from Layne traveled to Rus- 
sia to drill wells in 1912 and 1913. 

The largest water supply in the 
Far East was gained for the cities 
of Sigon and Cholon, situated side 
by side, in Indo-China. After drill- 
ing 40 test wells in 1932, Layne-Asia 
put down 24 wells which supply the 
350,000 population with 31 million 
gallons per day. All materials used 
were shipped over from the United 
States and all work was supervised by 
Layne men. 


Accept Paris Job 


Another outstanding achievement 
for the Layne people was their work 
in securing a water supply for Paris, 
France. Paris officials struggled for 
over 100 years to get a dependable 
water supply, but fine sands in the 
area of the city soon clogged the ma- 
jority of the wells. The first water 
well screen, invented by a German 
named Kind, was tried in the Paris 
area but proved unsuccessful. Then 
in the 1920's, the Laynes moved in 
with their gravel-packed wells to do 
the job. The first well they put down 
was around 2,680 feet deep, produc- 
ing a natural flow of 1,692 GPM. 

When the Laynes installed the wa- 
ter-supply system for the City of Ca- 
sablanca before the last world war, 
they didn’t realize that they were 
making it possible to save hundreds 
of American lives in the future. It 
all came about this way. When the 
North African invasion was mapped 
by Allied generals, Casablanca was 
marked as a key city. But the mayor 
of Casablanca was a staunch Vichy- 
ite who had ideas of defending the 
city to the last man against the 
Allies. 

However, the Allies knew that if 
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Y SELF-OILER 
SELF-BRAKE 
SELF - GOVERNOR 


SELF-SELLER 


Here is no robot windmill. It won’t run 
forever without oil or a little human 
treatment. But some clever engineering 
has made it about as automatic as a 
windmill can be. 

































A simple but ing oil ring lubricates 


r 


it for a long period. 





A wind governor regulates wheel speed 
regardless of wind velocity, from a zephyr 
to a stiff blow. 


An automatic V-brake locks the wheel 
securely in a storm, even if the control 
wire snaps. 


Sound like a self-seller to you? It is. 


Windmills 
BAKER MANUFACTURING CO. 


EVANSVILLE © WISCONSIN 


BRANCHES 
BAKER MFG. CO.: Minneapolis, Minn.; Madi- 
son, Wis.; Fort Dodge, ia.; Cedar Rapids, 
la.; Omaha, Neb.; Kansas City, Mo.; Enid, 
Okla.; Hutchinson, Kansas. 
BAKER MFG. LTD.: Winnipeg, Canada. 
AXTELL CO.: Fort Worth, Tex.; Amaritlo, 
Tex.; Lubbock, Tex.; San Angelo, Tex. 









































they could gain control of the city’s 
water supply, the city’s capture could 
be brought about in a much easier 
and simpler manner than otherwise. 
So, Layne was called on to contrib- 
ute their knowledge to the common 
cause. They did even more than that 
—they drew up blueprints of the 
entire water system down to the 
smallest detail. With these charts, 
the army lost little time in com- 
manding the water system of Casa- 
blanca when the invasion got under- 
way —and with the water supply 
cut off, the mayor of the city was 
quickly forced to capitulate. 

The water-well industry as a 
whole has benefited by the strong 
desire of the Layne organization to 
further the progress of water well 
drilling techniques. Their pioneer 
efforts in the grouting of wells is 
just one of the examples where the 
Laynes have led the way! 





SURPLUS STOCK SALE! 


151 Brand New 
Gear and Wheel Pullers 


The harder the 
pull, the tighter 
the arms hug the 
work. Made of 
heavy one-piece 
forgedsteel yoke. 
Heat treated for- 
ged steel arms 
and straps. 





Priced at only $22 each ! 
(F.O.B) 


Bucyrus-Erie Co. 
South Milwaukee, Wis. 











Credit Finance... 
(Continued from page 9) 


is: that financing of credit sales is a 
good idea only if the company’s 
working capital is sufficiently large. 

Besides the drain on working capi- 
tal, there is an additional factor that 
should be taken into consideration 
before deciding to finance credit sales 
from operating funds. This is the 
matter of overhead. 

In operating a complete credit de- 
partment, the driller finds it neces- 
sary to hire extra clerks to pass on 
credit ratings and, most important 
and most costly, keep records of pay- 
ments received, check on late pay- 
ments, see that the delinquents come 
across, and handle other overhead 
chores. ‘These credit department 
tasks can total a good amount of 
work if credit selling is done on any 
large scale. 

Costs Slice Profit 


Retailers in various fields who have 
had experience in store financing of 
credit sales report that the cost of 
putting an installment sale on the 
books—counting direct labor costs, 
direct material costs; and indirect 
overhead expense—slices from one 
to three dollars off the profit made on 
the sale. And that’s not all. In col- 
lecting installment payments, the de- 
partment stores with experience say 
that four to twenty cents must be 
charged to each installment collec- 
tion. These costs do not take into 
account possible bad-pay customers, 
in whose cases there is an additional 
overhead burden for sending collec- 
tors, paying lawyers, or possibly re- 
possessing the merchandise. 

There are, indeed, pitfalls to com- 
pany financing of credit sales, es- 
pecially for the smaller driller whose 
working capital is not large, and 
who is not set up to handle the in- 
creased overhead. But there are ad- 
vantages as well, The company re- 
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mains in complete, person to person 
contact with its customer. When the 
customer’s bill has been paid, the 
driller is in a position to approach 
him with an eye to securing addition- 
al work. More-over, if it is done in 
a big way, and if the company is fi- 
nancially able to carry its accounts, 
the costs can often be lower than 
farming-out to a bank or commer- 
cial house. 

What are the pointers, advantages 
and disadvantages of working 
through financial institutions? 

The first and most obvious advan- 
tage is the fact that it allows the small 
driller to offer his customers the same 
charge account and long-term credit 
facilities as do his larger competitors. 
This permits him to enter the lucra- 
tive field of credit merchandising 
without reducing his small capital 
to the danger point. 


Hos Experienced Help 

Next, he has the help of experi- 
enced and competent credit men at 
his disposal. ‘These men—who are 
risking their money—are only too 
glad to advise and aid the driller in 
matters of credit rating, length of 
installment selling terms, and such. 

Third, this kind of operation saves 
the small business man the overhead 
burden of keeping records on install- 
ment collections—although he can, 
by arrangement with the bank or fi- 
nance company, have collections paid 
into his cash registers, to be turned 
over later to the finance house. 

The most popular financing meth- 
od is the discount plan. Under this, 
the bank or finance company pur- 
chases the accounts receivable (credit 
accounts) outright, discounting them 
by a certain percentage. Just what 
this percentage will be depends on 
several things: the owner himself, his 
credit rating, the size of his opera- 
tions, the kind of customers to whom 
he sells, the probability of their pay- 
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You learn a 
lot about drilling or making 
pumping equipment in 28 
years—and that’s how long 
Jensen's been making Pump- 
ing Jacks. You can get the 
advantage of this experience 
on deep well equipment to 
pass on to your customers by 


sending for free literature. 


Write Today 


JENSEN 


BROTHERS MFG. CO. 
COFFEYVILLE, KANSAS, U. S. A. 
EXPORT OFFICE, 50 Church St 
New York City 











ing promptly, and the local condi- 
tions and state laws in effect. Just as 
the interest paid by banks on savings 
deposits varies slightly from one lo- 
cality to another, the prevailing dis- 
count rates on purchases of accounts 
receivable likewise varies. 

In some instances, the bank or 
credit house that discounts the ac- 
counts owns them outright, making 
collections itself. In others—and 
this must be arranged individually to 
each driller—the banking house ad- 
vances money on the notes, but per- 
mits the owner to make his own in- 
stallment collections. 

In some cases, too, the company 
must assume the risk of unpaid bal- 
ances. In other words, should the 
customer default, then the drilling 
contractor must repay what the fi- 
nance company or bank has ad- 
vanced. On the other hand, under 
the provisions of some plans the fi- 


always remember — 


MYERS 
builds a 
COMPLETE LINE 





of Water Systems 


Ejecto and Plunger 
Types for every 
need. Capacities up 
to 4500 gallons 


per hour. 
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nancing company takes on the risk 
when it takes the notes. 

As a general rule, banks tend to 
drive harder bargains in this kind of 
financing than do commercial finance 
companies, but they charge smaller 
discounts or lower interest. Where a 
finance company may lend up to 
eighty percent of the notes’ face 
value—and sometimes even a hun- 
dred percent—the average bank will 
give only seventy to eighty percent. 

An important part of profitable 
credit selling is picking the good 
credit risks. To do this, the driller 
must know more than just the appli- 
cant’s name, address and telephone 
number. Standard credit applica- 
tion forms can be bought at most 
stationery stores. On these, the ap- 
plicant indicates his age, his position, 
the number of his dependents, his 
earning power, credit reference, and, 
sometimes, the amount of long-term 
credit he has outstanding at the time. 
This last information is as impor- 
tant as the amount of his earnings 
for deciding whether the applicant 
is able to meet the payments with 
which he proposes to saddle himself. 


Verify Facts 

After the customer has supplied 
these facts, the driller should attempt 
to verify them. If there is a credit 
bureau in his city, this task is simple. 
If, however, there are no such expert 
facilities at the company’s command, 
he still may check the customer's 
credit by contacting his bank, other 
merchants who have sold to him, and 
sometimes his neighbors. After cor- 
ralling the facts, it is necessary to 
decide carefully. One “bad credit” 
sale can kill the profits from many 
good sales. 

What can be done with delin- 
quents? Drillers with long credit sell- 
ing experience report that the wisest 
thing is to follow up a missed pay- 
ment immediately. It should be done 
before another payment becomes 
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due, because two payments are ob- 
viously twice as hard to make as one 
—giving the company half as good 
a chance to collect on the second go- 
‘round as on the first. 

Many have made the mistake with 
delinquent accounts of writing 
“angry” letters. ‘These usually in- 
furiate the customer. Often, they 
bring in his money. But in the proc- 
ess, they alienate him so effectively 


that he never goes near the company - 


again. Remembering that more pay- 
ments are missed through forgetful- 
ness than for any other reason, the 
unwisdom of teo quickly making an 
enemy of a potentially profitable fu- 
ture customer can be seen. 


Be Tactful 

Instead of writing in the vein of 
“Look, Joe, you’re overdue. Come 
across chum or you'll hear from our 
lawyer in three days,” as many drill- 
ers mistakenly do, it is better to be 
tactful. In a friendly letter, point 
out the advantages of a good credit 
rating. Tell the customer that, how- 
ever you regret it, you are forced to 
report all overdue accounts to the 
credit bureau or to some similar rat- 
ing organization. That you know he 
would not like this, and that you 
want to help him avoid it. A letter 
making it to the customer's advan- 
tage to pay promptly will bring in the 
money many times faster than a curt, 
surly note—and, in the process, make 
a friend of the delinquent payee. 

If investigation discloses that the 
customer is actually unable to pay, 
then easier terms should be arranged. 
The boss should see, however, that 
these are adhered to strictly. If all 
else fails, do not hesitate to get 
tough. Hard collection problems 
should be turned over to an experi- 
enced collections attorney, whose 
nudging often will bring in the 
money without recourse to the courts. 
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DRILL 
MORE HOLE 


AT LESS COST 





By enabling tools to strike harder and faster, 
Macwhyte “‘Hi-Lastic’’ Wire Line helps you drill 
more hole, for less! It allows the tool to drop 
farther for a given stroke of the machine AND 
strike a harder blow because ‘‘Hi-Lastic”’ has 
greater elasticity than ordinary drilling lines. 

“‘Hi-Lastic” adds greater speed to drilling... 
makes possible more strokes per minute...strikes 
harder blows... drills faster .. . lasts longer. 

On deep wells, especially more than 1000 feet, 
drillers use Macwhyte Standard Cable-Tool 
Lines. These have just the right elasticity to 
make hole fast. 

For Sand Lines, drillers use Macwhyte (6 x 7) 
Mild Plow Steel. 


Get the CORRECT line for 
your equipment from 


MACWHYTE 
COMPANY 


NO. 909 


2939 Fourteenth Avenue, Kenosha, 
Wisconsin, or any authorized 
Macwhyte Distributor or Mill Depot 
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A southern sportsman, against his 
better judgment, loaned his cham- 
pion Irish setter to a visiting New 
York executive. The host had to go 
into town to attend some business. 
When he returned home late that 
night he asked the visitor how he 
liked the dog. 

“Well,” said the man from New 
York, “we didn’t get a hundred yards 
away from the house till that dog 
stopped with his tail pointed straight 
out, one forefoot raised and his nose 
pointed toward a clump of grass. I 
had to kick hell out of him before he 
would go on and hunt.” 


A man and his wife were suffering 
from seasickness while their young 
son seemed to be enjoying the situa- 
tion. Finally the mother mustered 
courage and voice enough to say: 
“John, I wish you would speak to 
Willie.” 

The father, unable to lift his head, 
said feebly: “Hello, Willie.” 


“There’s a wonderful echo from 
these rocks,” said the guide to the 
tourist, “but you have to shout very 
loud. Now you just yell “Two bottles 
of pop!’” 

The tourist shouted and _ then 
listened. ‘I hear no echo at all,” 
said he. 

“Oh, well,” said the guide, ‘here 
comes the innkeeper with our pop, 
anyway.” 


Teacher: “Can anyone quote a 
verse of the Bible proving that biga- 
my is wrong? 

Smarty: “Sure. No man can serve 
two masters.” 





Lady to Tramp: “If I thought you 
were honest, I’d let you go to the 
chicken house and gather eggs.” 

Tramp: “Lady, I was manager at 
a bath house for fifteen years and 
never took a bath.” 


Bus driver (to little girl) : “You're 
only six? When will you be seven?” 

Little girl: “As soon as I get off 
the bus.” 


Bill Jones called in a plumber to 
fix an upstairs faucet and as he and 
his wife were coming downstairs, 
they met the plumber coming up. 
Bill said: “Before going downstairs, 
I would like to acquaint you with the 
cause of the trouble.” 

The plumber politely removed his 
hat and murmured: “Pleased to 
meet you, ma’am.” 


Driller: “Why do you keep look- 
ing down all the time?” 

Helper: “My doctor told me to 
watch my stomach.” 


Judge: “You are hereby fined 
$4.98.” 

Defendant: “But your Honor—” 

Lawyer: “Sit down, quick! That’s 
a mail order catalog he’s looking 
through, and you’re lucky he opened 


? 


it at pants instead of pianos! 


Little girl: “Come in and see our 
new baby.” 

Jack: “Thank you, but I will wait 
until your mother is well. 

Little girl: “You needn’t be afraid. 
It isn’t catching.” 
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Peerless 


Builds the Pump you require 











PEERLESS 
DEEP WELL 
VERTICAL 
TURBINE PUMPS 


Oil or Water 
Lubricated Types 


Peerless 
Moturbo Drive 
illustrated 


Capacities: 15 to 
30,000 g.p.m.; Lifts: 
to 1000 feet; Drives: 
electric, gear, belt or 
combinations. For 
wells 4” inside diam- 
eter and larger. 
Embodies patented 
Double-Bearing and 
Double-Seal Bowl 
construction. 


(in Vertical and 
Horizontal Types 

















PEERLESS TYPE A 
CENTRIFUGAL PUMP 


General Specifications: 
Capacities: 50 to 70,000 
g.p.m.; Heads: 15 to 300 
feet; Sizes: 2” to 42” dis- 
charge; Drives: electric 
and other types from 1 
to1000h.p.; Type: single 
stage, double suction, 
split-case, ball bearing. 
REQUEST DESCRIP- 
TIVE BULLETIN. 





Peerless Vertical Turbine Pumps 

complement the extensive Peerless 
Centrifugal Pump line and are adaptable to the 
widest pumping conditions. Peerless’ vertical 
type pump line includes turbine pumps, pro- 
peller and mixed flow pumps, Hi-Lift pumps 
and domestic water systems for deep or shallow 
wells. REQUEST BULLETIN. 


PLAN WITH PEERLESS 


For all your pumping requirements, plan with Peerless. Peerless’ comprehensive 
line of pumps includes Underwriters’ approved vertical and horizontal Fire Pumps 
for plant fire protection, boiler feed and pipe line pumps and scores of vertical and 
horizontal types offering capacities from 10 to 220,000 g.p.m. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY CORPORATION 
Factories: Los Angeles 31, Calif.; Quincy, Ill.; Indianapolis, Ind. 


District Offices: Chicago 40, 4554 No. Broadway. Philadelphia Office: Suburban Square, 


Ardmore, Pa. Atlanta Office: Rutland Building, Decatur, Georgia; 
Dallas 1, Texas; Fresno, Calif.; Los Angeles 31, California. 
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DRILLS FOR SALE 


Shallow well drilling ma- 
chine, complete with 4” tools, 
wrenches and bailers. Steel 
lines with rope cracker. Pow- 
ered by Chrysler motor. Mount- 
ed on 4-wheel pneumatic-tired 
trailer. All for $800. Ready to 
go, can be seen running. Sam 
Ellsworth, 517 Adams Street, 
Marion, Ohio. 


33-W Bucyrus-Armstrong 
drill mounted on Ford V-8 
1-14 ton dual rear-tired truck. 
Complete with 6” tools and 8” 
bits, ready for immediate oper- 
ation. Price—$4500. Box 198 


Model 35-W Armstrong all 
steel drill rig, 31 ft. steel mast. 
This rig is a tractor and trailer 
mounted outfit. Ford V-8 trac- 
tor. 400 ft. 5%” cable, 400 ft. 
34” sand line, extra bull wheel, 
jack shaft and gear. Also extra 
LeRoi motor for above rig. 
This outfit is in excellent con- 
dition. Price for above $2400. 

Box 199 


Bucyrus-Armstrong No. 35 
well drilling machine. LeRoi 
gasoline engine. Can handle 
home or farm jobs. Layne- 
Northwest Co., 709 W. 11th 
St., Milwaukee, Wisconsin. 


New 24-L Bucyrus-Erie drill 
trailer mounted. Might consid- 
er trading for 22-W. Geo. L. 
Shawver, 410 S. Willard, Ot- 
tumwa, Iowa. Ph. 6742-J. 


* a J 


DRILLS FOR SALE 
Keystone 50, new Continen- 
tal motor, mounted on Stude- 
baker cab over engine. Paul 
T. Gereg, Brookfield, Conn. 
Phone Danbury 982-W3. 


Your choice of four latest 
model 240 Stars for sale, with 
or without tools and cable, 
with or without trailer mount- 
ing. AAA Drilling Co., 13185 
Ohio Ave., Detroit. Phone Ho- 
garth 3035. 


21-W Bucyrus-Erie well drill 
mounted on 37 Chevrolet truck. 
Powered by Model A Ford en- 
gine recently overhauled. Ma- 
chine and truck in good con- 
dition. Equipped with 600 ft. 
each of 5” drilling cable and 
32” sandline. Both new. Com- 
plete string of tools for 4, 5, 
and 6 inch work can be fur- 
nished. Must be seen to be ap- 
preciated. Verwers Well Co., 
Sully, Iowa. 


Bucyrus-Erie 33-W drill, 
semi-trailer mounting. LeRoi 
gasoline engine. 36’ derrick 
with rubber shock absorbers. 
Good condition, located in the 
Milwaukee area. Box 194 


A new water well drilling 
machine capable of sinking 2” 
to 8” holes is now being man- 
ufactured at Burton Welding 
Mfg. Co. Write, wire, call, 
or see it. Phone 4-1483, Res. 
4-7747. G-4456 So. Dort Hwy. 
Flint 7, Michigan. 


Bucyrus-Erie 24-W drill 
adaptable to water, gas and oil 
well drilling. Mounted on 5 
ton Bulldog Mack truck. Both 
drill and truck in good con- 
dition. Complete with these 
tools: 1—4%,"x20’ stem, 1 — 
5”x20’ bailer, circle jack, 2 
set-up jacks, 2—6%4” bits, 2— 
8” bits. 1—set jars. Machine 
now on deep well 1600 foot 
depth. Everything ready to go 
on present well completion. 
Price $7400. Box 192 


DRILLS FOR SALE 


71 Speed Star machine 


mounted on 1937 1-% ton on 
Chevrolet truck. Good condi- 
tion. The Ohio Drilling Co., 
Massillon, Ohio. 


MISC. FOR SALE 


1—4 cylinder 20 H. P. Le 
Roi power unit. 

1—4 cylinder 25 H. P. Le 
Roi power unit. 

Both in perfect condition. 
Suitable for use on drilling 
machines. Price $250 each. 
Hoeg & Ames, Lincoln, Iowa. 


7 Brand new 6DT-468 Buda 
Lanova diesel engines, 6 cyl. 
444,"x514”, governor set at 
1600 rpm (no load). Without 
power take off clutch or ra- 
diator. F.O.B. South Milwau- 
kee, Wis. Box 184 


HELP WANTED 


Experienced drillers for 
Eastern U.S. Fully competent, 
eapable of running own job. 
Any size work. Highest pay 


and other advantages. Write 


giving qualifications. Box 200 


Reliable drillers for 4” wells. 
Modern equipment. Steady em- 
ployment at good pay. Car or 
truck required. AAA Drilling 
Company, 13185 Ohio Avenue, 
Detroit. 


Smart driller for steady 
work in New England. High 
pay and living quarters for 
right man. New modern ma- 
chines. Box 190 


POSITIONS 
WANTED 


Driller and tool dresser with 
long experience in cable tool 
drilling wants work in British 
Isles or Continental Europe. 

Box 196 


The Driller 














Office 


Dece 














American pumps installed many years ago are 
still delivering specified quantities of water at 
low cost on farms, in municipalities and indus- 
trial plants throughout the world. Today, with 
modern improvements, materials, and methods 
of manufacture, American pumps assure even 
more efficient, trouble-free service. 

These pumps are designed to perform prop- 
erly within a definite range. We suggest, there- 
fore, that you submit your pumping problem to 
our engineering staff. Their recommendation 
will be based upon wide installation experience 
and sound engineering practice. 




















WATER LUBRICATION 






DOUBLE SUCTION PUMPS 


For a wide range of applications in 
general water supply. Split case, ball 
bearing design. Enclosed type bronze 
impeller with all water passages hand 
finished and exterior surfaces machined. 
Bulletin No. 248. 





No on-the-job 
column changes 
necessary 
































DEEP WELL TURBINES 


Features: Deep bronze packing 
box, designed for high pres- 
sure with minimum leakage. 
Top line shaft bearing, located 
at the top of the column, elimi- 
nates whipping through pack- 
ing box. 

Bronze enclosed impellers 
have uniform, hand finished 
water passages. Given final 
machining after assembly on 
shaft to insure correct running 
clearance and rotative balance. 


Send for Bulletin 245 





TWO STAGE CENTRIFUGAL PUMPS 
For water booster service. Split case de- 
sign. Passage from first to second stage 
entirely within casing, reducing friction 




















Some very productive territories losses to minimum. Back-to-back, single 
are open for distributors or deal- suction, bronze enclosed impellers. 
ers. Write for full information. Bulletin 246. 

In our 79th year ee = é Pumping, Sewage Treatment, and 


116 North Broadway Water Purification Equipment 
AURORA, ILLINOIS ” RESEARCH: ENGINEERING - MANUFACTURING 
Offices: Chicago * New York * Cleveland + Cincinnati * Kansas City » Sales Representatives throughout the World 
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Rice Fields Give Birth To ‘’Big-Time 
Layne Firms ........... 
Layne drilling companies have drillec 
all over the globe, but their job fo 
the City of Casablanca in Nortt 
Africa proved most notable—not in 
producing water, but in saving Amer- 
ican lives. 
7 


Largest Hand-Dug Well 
Pictorial feature 
a 
Your Credit Financing Can Prove Trouble- 
some 


Experts on credit financing predict an 
increase in credit purchasing now that 
government controls are lifted. This 
article will give drillers valuable tips 
on how to handle credit accounts 


Editorial Page 


Annual water report given; new bul- 
letin offered. 


News of The Month 


Convention reports for Kansas, Wis- 
consin, Colorado, New York, and West 
Virginia are given. 


Wit Bits 
Bargain Counter 
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